As noted in Chapter 1, this study was conceived primarily to gather data that would enable a rigorous empirical examination of a number of the central claims of the emerging body of socio-cognitive theory concerning the evolution of competitive structures in industries and markets, centred on Porac et al. 's (1989) embryonic notion of competitive enactment. The next three chapters present the substantive findings arising from the study. In Chapter 2 we identified three issues in particular that remain of enduring concern, notwithstanding the theoretical developments that have occurred over the ensuing years, namely, the extent to which key features of actors' mental models of competitive space correlate in theoretically meaningful ways with strategic behaviours and outcomes, the extent to which these mental models converge or diverge within and between organizations in the same industrial sector, and the extent to which they remain stable over time, notwithstanding significant environmental jolts. In the next three chapters we shall address each of these issues in turn.
In the present chapter we are concerned with the basic proposition that competitor cognition and strategic choice are inextricably intertwined with the material conditions of the marketplace. If this key premise is tenable, it should be possible to detect theoretically meaningful relationships between measurable features of actors' mental models of competitive space and the various supplementary self-report measures -reflecting the participants' background characteristics, strategic control expectancies and environmental scanning behaviours and their perceptions of environmental variation and the strategic, structural and performance characteristics of their organizations, outlined in the previous chapter.
Assessing actors' mental models of competitive space
How then shall we begin the search for these empirical relationships? As noted in Chapter 2, previous studies of competitor cognition have employed mapping procedures that tend to yield either a representation of the collective cognitive structure of the sample of participants as a whole, but fail to capture variation at lower levels of analysis (e.g. Porac et al., 1989 Porac et al., , 1995 , or emphasize differences in cognition, but do so in a fashion that renders the resulting representations of actors' mental models methodologically non-comparable (e.g. Daniels et al., 1994 Daniels et al., , 1995 Daniels et al., , 2002 Spencer et al., 2003) . The knowledge elicitation and data analysis procedures adopted in the present study were carefully chosen in an attempt to overcome these limitations. As observed in the previous chapter, the competitor analysis questionnaire (CAQ) was purposefully designed to be an adaptive instrument so as to ensure that the research participants were as knowledgeable as possible about each of the particular firms upon which they based their individual judgements. However, the knowledge elicitation task, a variant of the repertory grid technique, was framed in a way that would enable the researcher to make meaningful comparisons across particular individuals and/or subgroups of respondents (using a standardized list of competitor categories as the elements, in conjunction with a set list of constructs).
Three-way scaling for the assessment of mental models
Fortunately, there are a number of analytical procedures readily available, which, when used in conjunction with the CAQ, would appear to overcome the basic methodological limitations of previous work, identified in Chapter 2. Three-way scaling/WMDS techniques such as the INdividual Differences SCALing (INDSCAL) approach devised by Carroll and Chang (1970) and closely related procedures, including, for example, Takane, Young and DeLeeuw's (1977) ALSCAL and Ramsey's (1978) MULTISCALE, are particularly suitable for addressing the methodological and empirical issues to be addressed by this study. The main feature of these techniques that makes them particularly useful in the present context is their ability to represent individual and collective cognition simultaneously. The basic underlying assumption of these techniques is that a given group of actors share a common set of underlying dimensions in their mental models of a particular domain. However, at the individual (or subgroup) level, they differ in terms of the extent to which a given dimension is of relevance in their 'private cognitions', including the possibility of zero relevance.
Basic two-way scaling techniques and principal components analysis (as employed by Reger (1990a) and Walton (1986) , for example, in their studies of competitor cognition in the USA financial services industries), are capable of representing particular individuals' mental models, or the collective mental model of a given group of research participants, but not both. Three-way scaling procedures, in contrast, yield an aggregate perceptual map, known as the group space, and a series of weights reflecting sources of variation in cognition at the individual-or subgroup-level. These source weights (Arabie et al., 1987) reflect the salience of the various dimensions of
